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NEGOTIATION IS COMPLEX. FOR MANY 
IT IS CHALLENGING AND STRESSFUL 
BECAUSE THEY ARE NOT SUFFICIENTLY 
TRAINED IN THE NEW ART AND SCIENCE 
OF PERSUASION.
      
Both Sides of the Table
Ineff ective negotiators fail to recognize that the 
essence of negotiation is to harmonize the interests 
of the parties involved and build together a golden 
bridge. Some negotiators spend too much time trying 
to clarify their own issues, interests, alternatives, 
bottom line, and goals, and not enough time trying to 
understand the interests, alternatives, or capabilities of 
their counterparts. They simply fail to understand the 
other side’s perspective. Wayne Huizenga, a successful 
serial entrepreneur and negotiator, suggests that the 
most important skill in negotiation is the ability to put 
oneself in the other negotiator’s shoes and negotiate 
from both sides of the table.   
Creating and Claiming Value
Some negotiators are competitive and use hard power 
tactics to secure a larger share of the pie. They are, 
however, ineff ective in working with others to expand 
the pie and create more value. In contrast, other 
negotiators, using cooperative tactics, work well with 
others to create value but are ineff ective in protecting 
their own interests. They fail to claim their fair share 
of the pie. Both types of negotiators, in general, are 
ineff ective.  Eff ective negotiators have a large repertoire 
of negotiating behaviors where they use multiple soft 
and hard tactics. They know how to cooperate in order 
to expand the pie and create superior value and, at the 
same time, they know how to compete in order to get 
their fair share of the deal.
       
Compatibility
Do you focus more on diff erences and less on 
commonalities? Most people do. Eff ective negotiators 
are not trapped in the incompatibility bias -- the 
tendency to focus on diff erences. Robert Johnson, the 
founder of Black Entertainment Television (BET) and 
the richest Afro-American businessman in the USA, told 
me that his most important negotiation was with John 
Malone, the King of Cable. His goal was to convince 
Malone to invest in BET, his new cable venture. Johnson 
successfully persuaded Malone by focusing on their 
shared business ideology -- belief in the free market 
and entrepreneurial spirit, and self reliance. This was the 
common ground of their business partnership. Twenty 
years later Johnson and Malone sold BET to Viacom for 
more than $20 billion.    
B
Capitalizing on Diff erences 
Most negotiators dislike diff erences because they 
see them as barriers to a deal and end up either 
splitting the diff erences or without a deal. Eff ective 
negotiators, in contrast, not only build fi rst on their 
common ground but also capitalize on diff erences.  
When negotiators have diff erent forecasts with 
regard to future outcomes (one negotiator is 
pessimistic and the other is optimistic), they can 
resolve the diff erences by creating a contingent 
contract rather than arguing over who is right. 
Diff erences in negotiators’ risk propensity (high 
versus low) or time horizon needs (short terms 
versus long term) can be resolved by creating 
various deal designs which take into account their 
risk or time horizon preferences.      
Creativity
Eff ective negotiators focus on interests and 
conduct a comprehensive analysis of the parties 
interests (economic, legal, social), and propose 
creative deal designs. The negotiators, say Eric 
Benhamou, former chairman of 3Com, have to 
be creative and fl exible, especially in diffi  cult 
negotiations when the parties are deadlocked. 
This kind of negotiation, he said, “leaves you with 
the most satisfaction. Just when you thought you 
were headed to a brick wall toward a no-deal, 
some other angle is revealed, and you fi nd a way 
to accomplish your objectives and also meet the 
objectives of the other side without giving 
up much.”
Mindfulness
Leigh Steinberg, a leading sports agent in the 
USA, has negotiated billion of dollars on behalf of 
the most successful sports stars.  In our interview 
he attributed his successful negotiation to his 
mindfulness. He said: “The key to any success I 
have enjoyed in this business is my ability to set 
everything aside and climb fully and completely 
into the moment and to open every cell in my 
being to the person I am listening to. It is the 
capacity to be completely present, fully in the 
moment, undistracted by the meteors of thoughts 
and needs that constantly fl ash through our 
minds and bodies.”
Operating in Double L Mode 
Negotiation is often ambiguous because 
negotiators know less than they would like to 
know. They always negotiate in situations of 
incomplete information and tend to talk more 
than listen. By operating in the double L mode – 
listening and looking – they are able to capture 
much more information during the negotiation 
process. Negotiators who are mindful and have 
good listening skills combined with an ability to 
decode body language “capture” many telling 
physical and emotional clues that negotiators 
“leak” unconsciously.       
Developing Negotiation 
and Persuasion Skills 
It takes time to develop eff ective negotiation 
and persuasion skills. The development process 
must be comprehensive. It should include 
formal training that focuses on the cognitive, 
social, emotional, and cultural dimensions of 
negotiation, combined with practice and one-on-
one coaching that is designed to refi ne skills 
and attitudes.
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        ased on my personal interviews 
with world-class negotiators, teaching graduate 
students in MBA and EMBA programs, and training 
executives in corporations, I briefl y describe some 
of the skills of highly eff ective negotiators.
